Introduction
Development of new ventures is of paramount importance for market economies (Lyles et al. 2004; Smallbone/Welter 2001) . Therefore, success factors of newventure performance have received extensive attention since the beginning of the 1980s (Bosma et al. 2004; Brüderl et al.1998; Gartner 1985) . Numerous studies have focused on the entrepreneur who creates the venture under conditions of high uncertainty due to the liabilities of newness and smallness (e.g. Davidsson/Honig 2003; Cooper et al.1994) .
Previous research has devoted considerable attention to understanding the significance of the individual's investments in human capital, such as education or job training for organizational outcomes (Kennedy/Drennan 2001) . But most studies have neglected the cultural background of the entrepreneur. Furthermore, most of them have focused on the United States and Western Europe, with abundant resources, entrepreneurial role models and stable institutional environments. The situation of entrepreneurs creating their ventures in emerging economies with scarce resources, unstable institutions and a limited entrepreneurship tradition remains under-researched (Schwarz/Wdowiak 2006; Lyles et al. 2004) . Especially in the context of transition environments, individual's values and habits (e.g. ability to handle scarce resources) may be crucial determinants of entrepreneur's outcomes.
A relevant research question is how to extend the existing models to encompass cultural dimensions, and to make them applicable to less-developed market economies.
In this paper we discuss the impact of the founder's cultural capital on early performance of new ventures in both emerging and mature economies; and we test whether the same factors affect new venture performance similarly in both markets. We argue that the assumption of self-interest, opportunistic and individualistic behavior in entrepreneurial context may not be universal (Bruton et al. 2008) . We also examine the disparities in influence factors between distinct emerging economies. Our research context for emerging market economies are those in transition from centrally-planned toward free market, such as post-communist countries in Central and Eastern Europe. In the study, we apply Bourdieu's theory of cultural capital. Following his approach, analyses of the determinants of an individual's outcomes also have to consider assets such as skills, values, or practices previously acquired through the socialization processes in the family and in school; i.e. cultural capital acquired early in life (Bourdieu 1986) . In transition economies with unstable environments and a short period of financial accumulation in private 1 Emerging markets encompass a wide range of countries including, but not limited to, those that are in transition from communism. Another example of emerging markets are countries that previously have had some democratic institutions in connection with strong governmental control of the economy and are now liberalizing, such as India and Turkey.
JEEMS 02/2012 151 households, the entrepreneurial process is determined primarily by the founder's abilities, knowledge, and values. Furthermore, because business and vocational education in transition countries has not yet reached the levels of mature economies (Münich et al. 2005) , we can expect that the return of education under communism and during the early transition is lower in an entrepreneurial context. Consequently, the competences, skills and values of the entrepreneur may be seen as crucial resources of the entrepreneur within that cultural context. We therefore investigated direct and indirect effects of cultural values, entrepreneurial skills, industry experience, and education on entrepreneurial outcomes.
We tested our model in three countries at different stages of economic development: Austria, Poland and Slovenia. Austria, with 2005 GDP per capita of US$ 36,980 (World Bank 2006) , represents mature economies with abundant resources and stable institutions. Slovenia, as the wealthiest country among European emerging markets (GDP per capita: US$ 17,350) embodies advanced transition economies, while Poland (GDP per capita of US$ 7,943) represents middle-advanced transition economies. The research is based on a written survey conducted in January 2007 among new ventures (Austria: n=170, Poland: n=167, Slovenia: n=352) created on average six months before collecting the data, enabling us to identify influence factors on a venture's performance in the early months of its existence.
We contribute conceptually to previous research on new venture performance by extending the discussion about embodied capital of the founder from human capital to cultural capital. In the context of early performance, it seems to be essential to capture the individual under a cultural umbrella. Further, the study seeks to contribute to the better understanding of the entrepreneur's cultural background in different economic environments.
In the first section of this paper, we outline the theoretical background of the analysis and the results of previous empirical research. Then we develop and explain our investigated hypotheses. We follow with the details of the methodology chosen for the study and present the results of the analysis. Finally we discuss the findings, conclusions and implications for future research.
Cultural capital in an entrepreneurial context

Theoretical background
New ventures are exposed to a high risk of failure because of the liabilities of newness and smallness (Cooper et al. 1994) . Additionally, in transition economies, the hostile environment in terms of weak institutional frameworks and limited availability of capital makes survival of new ventures even more challenging (Lyles et al. 2004) . The initial stock of resources of a new enterprise is crucial to its survival and early growth, irrespective of environmental conditions. It provides a buffer that helps the new venture overcome the liabilities of newness (Cooper et al. 1994 ) and provides a "positive feedback dynamic in the resource accumulation process in which initial advantages amplify over time" (Shane/Stuart 2002: 154) . Resources can be provided through an initial stock of the entrepreneur's capital (Ndofor/Priem 2005) . Capital can be treated as power "over the accumulated product of past labor … and thereby over the mechanisms which tend to ensure the production of a particular category of goods and thus over a set of revenues and profits" (Bourdieu 1991: 230) . 2 Bourdieu identifies a wide range of types of capital that constitute power resources, particularly the cultural, social and economic capital of the individual that can be converted into corporate resources and other forms of economic payoffs. Following the theory of early growth of a firm, the cultural capital of the founder seems crucial to the success of a newly founded business: "In new firms, the entrepreneurs' experience, personality, perceptions and resources are formative. The founder or founding group not only shapes initial conditions but also provides the venture with its essential assets and impetus. Their ambitions determine whether there will be an early drive for growth or modest aspirations for the firm" (Garnsey 1998: 530) . We explore the contribution of the founder's cultural capital to the venture's performance in the early phases of venture development, when the social networks of an emerging organization (customers, suppliers and investors) and its economic resources are very limited.
Cultural capital comprises the individual's institutionalized capital, such as occupational certificates, education diplomas and academic degrees, and the individual's incorporated capital, for example competences, skills and habits consisting of cultural values and behavioral routines (Bourdieu 1986: 243-248 ).
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For Bourdieu, the incorporated cultural capital is the most relevant for individuals' actions and outcomes (Bourdieu 1986: 244) .
Cultural capital appears to share some similarities with human capital components. Therefore, it is vital to understand where the boundaries between human and cultural capital theories lie. A most essential distinction between cultural and human capital theories refers to the different ontological premises about the nature of individual behavior. Contrary to human capital representatives, Bourdieu does not share the assumption of a rational-actor approach. Becker (1993: 17) states that investments in human capital "usually are rational responses to a calculus of expected costs and benefits". Bourdieu (1986) argues that the choices of individuals are more tacit, practical and dispositional. They reflect both the accumulated capital from past life and work experience of the individual and the present opportunities and constraints of the JEEMS 02/2012 153 field in which they act. The accumulation of cultural capital in its embodied form begins in early childhood by "pedagogical actions" of parents, other family members or hired professionals (Swartz 1997: 76) . These actions may pass unnoticed at that time, but they constitute the central mechanisms by which individual outcomes are determined (Clausen 1968) . Bourdieu (1986: 243) criticizes proponents of human capital theories, stating that their discourse of individual productivity is usually reduced to "monetary investments and profits, or those [investments] directly convertible into money, such as the costs of schooling and the cash equivalent of time devoted to study". Subtle dimensions of cultural socialization, which usually cannot be easily quantified in monetary terms, are disregarded in human capital theories. Through cultural socialization people can adopt to their environment in nongenetic ways. It provides them with assets such as moral norms, cultural values or language which are necessary for acting and participating within their society (Clausen 1968) . Thus, important cultural investments prior to transition into adulthood remain neglected in human capital concept: "They [human capital theoreticians] inevitably, by a necessary paradox, let slip the best hidden and socially most determinant educational investment, namely the domestic transition of cultural capital" (Bourdieu 1986: 244 ).
An additional difference between human and cultural capital lies in the origin of capital. Both forms of capital are embodied in the economic actor, but cultural capital is partly accumulated through the (unconscious) transfer of cultural assets from one to the next generation within a family and may therefore be considered to a certain degree family-embedded and collectively-inherited. On the other hand, accumulation of human capital mostly occurs as a result of idiosyncratic, calculated (conscious) investments (Robinson et al. 2002 ).
Bourdieu's concept of cultural capital emerged initially from his research to explain unequal scholastic achievement and has been applied in other educational studies (Mohr/DiMaggio 1995; Sullivan 2001) . His premise that culture cannot be ignored in studies of stratification has been widely applied in other contexts as well, for example, in research on sporting achievements, occupational success and national poverty (for critical analysis, see Schwartz/Zolberg 2004) . Recently, a few management scholars have attempted to implement his approach in the business sciences, recognizing the need to extend the logic of economic analysis to encompass apparently non-economic goods such as culture (Ndofor/Priem 2005) .
Previous research
The importance of diverse dimensions of cultural capital on new venture performance in mature economies is well recognized in entrepreneurship research. Previous studies focus primarily on the level of education, field of education, management experience, start-up experience, industry experience and entrepreneurial training (Schwarz et al. 2005; Davidsson/Honig 2003; Brüderl et al. 1998; Cooper et al. 1994) . However, empirical results related to the influence of these factors on a firm's performance remain inconclusive. For example, Cooper, Gimeno and Woo (1994) observed a positive impact of education level on US new venture performance contrary to Stuart and Abetti (1990) , who reported a negative correlation. Dunkelberg et al. (1987) again found a nonsignificant influence of entrepreneurs' investment in education on US new venture growth. Kennedy and Drennan (2001) conducted a meta-analysis of the impact of the founder's education and experience on a firm's performance. Of the 28 studies on the role of educational level in the entrepreneurial process 14 confirm a positive impact, whereas five report a negative relationship. Inconsistent findings may result to some extent from the differences in the samples or the methods of the studies. With respect to business and entrepreneurial education, the results are clearer: only one study reported a negative correlation between business education and performance. This literature review indicates also that founders' entrepreneurial and relatedbusiness experience correlate positively with their new venture performance.
Cultural values have received limited attention in research on entrepreneurial behavior and outcomes (Morris/Schindehutte 2005) . Values are defined as "concepts or beliefs that pertain to desirable end states or behaviors and transcend specific situations in guiding selection or evaluation of behavior and events and are ordered by relative importance" (Schwartz 1992: 4) . They can be viewed as a "mind map" of an individual, which serves as a set of guiding principles in his/her life (Schwartz 1994) . Therefore, it has to be assumed that personal values are reflected in human behavior (Kilby 1993) . 4 Most of the value-based research in entrepreneurship has focused on the impact of culture on entrepreneurial activities at the macro-level (Hunt/Levie 2003; Wennekers et al. 2002 ). Nations with a higher level of individualism, masculinity and authority, and a lower level of power distance and uncertainty avoidance, seem to create more supportive conditions for entrepreneurship and innovation (Wennekers et al. 2002; Shane 1993) . But few researchers have discussed the impact of cultural values on entrepreneurial performance at the micro-level (Morris/Schindehutte 2005; Tiessen 1997 ). We can expect that cultural values such as individualism, competitiveness, hard work and material gain affect entrepreneurial behavior in Western Europe. But countries in Central and Eastern Europe, which are still in transition toward free-market economies, may remain influenced by the more collectivistic values that prevailed during communism, such as the integration of individuals into the extended family and community, strong reciprocal relationships based on mutual favors, and a preference for equality.
JEEMS 02/2012 155
Empirical studies dealing with the impact of cultural capital on new venture performance in transition economies are scarce. Wasilczuk (2000) provides insight into the role of education, experience, personal traits, and managerial skills on firm performance in a transition economy. She observed that entrepreneurs who have business and management experience delegate tasks more frequently, allocate more time to strategic planning, possess positive attitudes to risk-taking, and have a willingness to devote time to achieve success, and therefore experience favorable growth prospects. Lengyel (2002) also investigated the impact of values/habits reflecting communism's legacy -such as acceptance of norm-breaking behavior -on the success of Hungarian firms, and reported a negative effect.
It seems to be crucial to develop a model of the early performance of new ventures that deepens our knowledge of how the founder's cultural background affects entrepreneurial success in both mature and transition economies.
Development of Hypotheses
We developed a model of new venture performance in the early phases of the venture's emergence, using the concept of cultural capital from sociology ( Fig.  1) . Specifically, we investigate direct and indirect effects of cultural values, entrepreneurial skills, industry experience and education on entrepreneurial outcomes (early organizational performance and entrepreneur's satisfaction of being self-employed). The investigated hypotheses are discussed below. 
Institutionalized Cultural Capital
Education
Following cultural capital theory, entrepreneurs with higher levels of education are expected to perform better than others. With their investment in education, these entrepreneurs are generally more disciplined and self-confident, and have stronger analytical skills, a valuable knowledge base, and a better ability to make effective decisions (Bourdieu 1986 ). Acquired education is also a signal about the individual's talent and productivity (Weiss 1995) . Entrepreneurs with a high investment in this type of capital are considered more trustworthy by clients, suppliers, investors and lenders. We also expect that the impact of educational level on new venture performance is stronger in Austria than in Poland and Slovenia, because of the differences in the programs of education. Particularly, in the beginning of the transition of post-communist countries, "courses leading to business, management, technical and specialized vocational qualifications were similar to those offered during the communist era" (Matlay 2001: 396) . As individuals in the 25-44 years age group are mainly involved in entrepreneurial activity among the middle-income countries in Europe (Bosma et al. 2008) , we can assume that most of the entrepreneurs in transition economies had graduated either late in the communist era or in the first decade of transition. Therefore, the education of entrepreneurs in transition economies may be less valuable in an entrepreneurial context than the education of their counterparts in mature economic systems. We hypothesize that:
H1: There will be a positive correlation between the educational level of the entrepreneur and enterprise performance.
H1a: The relationship between the educational level of entrepreneurs in (less advanced) transition economies and enterprise performance will be weaker than that of their counterparts in mature economies.
Further, we expect that the educational level of the entrepreneur has an indirect impact on new venture performance via entrepreneurial skills. We argue that well-educated individuals have a higher ability to recognize and to exploit new business opportunities because of their strongly developed analytical intelligence and their skills at making decisions efficiently. The Global Entrepreneurship Monitor (Bosma/Harding 2007) indicates that, worldwide, education beyond secondary school raises awareness of entrepreneurship to a larger degree than in primary and secondary schools, by offering entrepreneurship studies and by integrating courses on new venture creation into diverse business and technical disciplines. In post-communist Central and Eastern Europe, however, a large gap remains in the use of modern pedagogical concepts in providing an adequate knowledge of the principles of free-market economy and in encouraging creativity, independence and personal initiative among young people (Rebernik et al. 2004 ). The educational system under communism was not designed to encourage developing entrepreneurial skills.
Economic systems characterized by stagnancy "place no premium for the human ability to deal with secular economic change" (Schultz 1975: 827) . Even in the most advanced transition economy, Slovenia, universities still suffer from insufficient links with business, poor entrepreneurial infrastructure, and inadequate integration of small-business management into technical sciences (Rebernik et al. 2004 ). We developed the following hypotheses:
H2: There will be a positive correlation between the educational level and the entrepreneurial skills of the entrepreneur.
H2a: The relationship between the educational level and the entrepreneurial skills of entrepreneurs in (less advanced) transition economies will be weaker than that of their counterparts in mature economies.
Finally, we assume that the level of education has a negative impact on the entrepreneur's satisfaction of being self-employed. The higher the educational level, the higher the personal investments (costs) and simultaneously the higher the expected return on that capital (Becker 1993) . In the labor market, wageemployment offers brighter prospects for high incomes and long-term job security than self-employment. Particularly in the early phases of a new venture, the prospect of achieving an adequate income is low and the risk of losing the capital invested in the business is high (Cooper et al. 1994 ). Furthermore, welleducated individuals may be more aware of the risks associated with entrepreneurship. Therefore, their satisfaction from being self-employed may be less than that of their counterparts with more limited career opportunities, irrespective of the country context (transition vs. traditional market economy). Therefore, we hypothesize that:
H3: There will be a negative correlation between an individual's educational level and his/her satisfaction of being an entrepreneur.
H3a: Their will be no significant country differences in the strength of the relationship between an individual's educational level and his/her satisfaction of being an entrepreneur.
Incorporated Cultural Capital
Industry experience
The impact of industry experience on new venture performance may be explained by the cultural capital theory. Occupational experience of the founder in the venture industry is to be viewed as capital that can be easily converted into economic resources of the enterprise (Bourdieu 1986) . Entrepreneurs with industry experience possess specific market knowledge that enables them to better identify new business opportunities by understanding customer needs and problems, and to better exploit those opportunities by accumulating resources and formulating competitive strategies. Moreover, founders possessing industry experience are more likely to have networks of contacts with customers, suppliers, investors and advisers. Existing contacts in industry facilitate acquiring necessary information about highly qualified employees or potential customers. Industry experience also increases the credibility of the founder and, thus, his/her access to credit. Therefore, an entrepreneur's cultural capital of this sort may act as a buffer against the liabilities of newness and should be viewed as a crucial asset in the early phase of venture existence, when its development is primarily built around the entrepreneur (Cooper et al. 1994) . We also expect that the impact of industry experience on the performance of the new venture is stronger in transition economies than in mature ones. Transition economies are still characterized by resource scarcity and a weaker institutional framework of entrepreneurship (Smallbone/Welter 2001) , which results in a higher importance of social contacts for economic actions. Founders in transition economies who possess a broader network of industry contacts therefore have better chances to mobilize the scarce financial and human resources crucial to the venture, which are more difficult to achieve than for founders in mature economies. As result, we hypothesize that:
H4: There will be a positive correlation between the industry experience of the entrepreneur and enterprise performance.
H4a: The relationship between the industry experience of the entrepreneur and enterprise performance in (less advanced) transition economies will be stronger than that of their counterparts in mature economies.
In addition to the direct effects, we also expect that the industry experience of the entrepreneur has an indirect impact on new venture performance via entrepreneurial skills. Entrepreneurial skills can be viewed as the founder's ability to recognize and take advantage of new business opportunities (Chandler/Hanks 1998) . We assume that possessing industry-related knowledge in the pre-startup phase facilitates the recognition of high-quality business opportunities. Further, founders who possess industry experience have developed capabilities specific to a particular market that enable them to adjust their venture-related decisions to the market's requirements, thus enabling them to better exploit new business ideas. We also expect that the effect of industry experience on entrepreneurial skills is stronger in transition economies than in mature ones. In contrast to mature economies, founders in post-communism countries until the mid 1990s had very limited possibilities in schools, universities or the family to learn how to seize and exploit new business opportunities. Therefore, industry experience may still be crucial to developing such capabilities in the transition context. As a result, we hypothesize that:
H5: There will be a positive correlation between the industry experience and the entrepreneurial skills of the entrepreneur.
H5a: The relationship between industry experience and the entrepreneurial skills of entrepreneurs in (less advanced) transition economies will be stronger than that of their counterparts in mature economies.
Entrepreneurial skills
Following cultural capital theory, we can assume that the higher the founder's investments in entrepreneurial abilities, the better will be his/her decisions and actions regarding the new venture, and the better will be the firm's performance (Bourdieu 1986 ). Especially in the early phases of the venture, the ability to recognize and take advantage of new business opportunities has to be viewed as the core of entrepreneurship (Timmons 2002 ). The quality of the entrepreneurial process determines the dynamic of the venture's development and the level of organizational outcomes (Garnsey 1998) . Entrepreneurs who choose promising business ideas, formulate adequate strategy for taking advantage of the opportunity, and acquire and use resources to implement the firm's strategy efficiently are therefore expected to perform better than their counterparts (Chandler/Hanks 1994 , 1998 . Moreover, we assume that the founder's ability to recognize and exploit these new opportunities plays a more relevant role in entrepreneurial outcomes in unstable environments which lack abundant resources: "Disequilibrium and uncertainty create an increased need for entrepreneurial skills" (Orazem/Vodopivec 1997: 896) . Because the environment facing entrepreneurs in transition economies is still less stable and more resource-constrained, their entrepreneurial abilities are crucial in coping with dynamic changes, instability and low market transparency. We hypothesize that:
H6: There will be a positive correlation between the entrepreneurial skills of the founder and enterprise performance.
H6a:
The relationship between the entrepreneurial skills of the founders and enterprise performance in (less advanced) transition economies will be stronger than that of their counterparts in mature economies.
Individualistic values
In an entrepreneurial context, people displaying a high degree of individualism are expected to perform better than those that do not. Individualism is associated with such values as competition, enjoyment, pleasure, an exciting and varied life, self-reliance, social recognition, imagination and broad-mindedness (Morris/Schindehutte 2005) . Individuals possessing such value-based profiles show a higher proclivity to create new ventures, to innovate and to be oriented toward material goals: "Individualism gives rise to entrepreneurial behavior and a greater supply of individualism leads to greater levels of entrepreneurial outcomes" (Tiessen 1997: 372 We also expect that the individualistic values of the entrepreneur have an indirect influence on new venture performance via entrepreneurial skills. Because individualistic-oriented persons strive to be independent and to have a challenging life, they can be expected to have a higher ability to recognize new business opportunities and a stronger desire to start a venture (Mitchell et al. 2000) . Moreover, people expressing individualistic values are also likely to be more creative, autonomous and achievement-oriented. Those individualistic values may be reflected in performance-oriented entrepreneurial behavior (for example, seizing innovative ideas, optimizing organizational resources, and motivating employees through achievement-oriented incentives). Tiessen (1997) argues that individualism plays an important role in generating the variety of organizational resources. Hence, it may be assumed that founders who reflect strong individualistic values have a greater ability than others to exploit new business opportunities. We do not expect significant differences in the impact of individualism on the ability to recognize and utilize new business opportunities to exist between the transition economies and the more advanced European countries. We hypothesize that:
H8 
New venture performance
In our research, we regard organizational success and founder's satisfaction of being an entrepreneur as key interrelated performance dimensions. Especially in the early stage of a firm, the entrepreneur and his/her business venture can usually be viewed as a single unit. Entrepreneur's satisfaction may therefore be treated as a kind of motivational capital for the further development of the new venture (Kirkman/Shapiro 2001) . We expect that organizational performance will strongly affect entrepreneur's satisfaction with being self-employed. Namely, founders who achieve favourable results, such as securing financial liquidity and increase in organizational resources and sales, are more likely to be comfortable with their career choice of self-employment than those who do not.
In addition to that, we expect that organizational outcomes have a stronger impact on the founder's satisfaction of being self-employed in transition economies than in mature economies. Necessity entrepreneurship is relatively more common in transition economies than in high income countries (Bosma/Harding 2007) . Therefore, we can expect that a desirable development of the organization will increase their wish to remain as an entrepreneur. We hypothesize that:
H10: There will be a positive correlation between enterprise performance and an individual's satisfaction of being an entrepreneur.
H10a: The relationship between enterprise performance and an individual's satisfaction of being an entrepreneur will be stronger in (less advanced) transition economies than in mature economies.
Methodology
As a basis for this study, we designed a standardized questionnaire for a written survey. The first draft underwent pre-testing in Austria, Poland and Slovenia, resulting in a reduction of questions and a simplification of its wording. After the translation process, the final questionnaire was tested again among randomly selected business founders.
Sample
The population consists of new enterprises in Austria, Poland and Slovenia that were created on average six months before the survey.
The randomly sampled sets of data with new ventures were provided by those national agencies, where new ventures are registered. Specifically, in Austria, the database was provided by the Chamber of Commerce. In Poland, the National Statistical Office supplied the contact data for new enterprises. In Slovenia, the database was provided by the Agency of the Republic of Slovenia for Public Legal Records and Related Services.
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The new ventures in all three investigated countries were contacted in January 2007. In Austria 211 completed questionnaires (11.6 percent) were returned. The data cleaning process resulted in a sample of 170 start-ups. In Poland, we received 196 questionnaires (6.1 percent), resulting in 167 usable cases. 6 And finally, in Slovenia, 397 questionnaires (12.4 percent) were returned, resulting in 352 for further analysis. 
Sample descriptive
At the business level, our descriptive statistics show no significant differences among Austrian, Polish and Slovenian start-ups concerning industry sector, team vs. solo foundations, and the number of founders (Table 1) . However, on the personal level, we note several significant differences. Founders in Slovenia and Poland are on average three years younger than those in Austria. The mean age of the founders (or of a founding team) in Austria is 39.8 years, whereas the mean age in Slovenia and Poland is 36.6 and 36.4 years respectively.
The gender of entrepreneurs is expressed as that of the founder in the case of a solo foundation; in team foundations the gender can be male-dominated, femaledominated, or balanced. Significant differences are seen in the results for the three countries. Considerably fewer enterprises were founded by women in Slovenia (25.4 percent) than in Austria (37.1 percent) or in Poland, where 42.5 percent of the start-ups were female-dominated.
Differences among the three countries are also seen in the pre-founding state of employment, with more entrepreneurs starting their business from selfemployment in Austria (15.3 percent) than in Slovenia (4.8 percent) or in Poland (3.6 percent). A higher percentage of Polish entrepreneurs (55.7 percent) were unemployed before starting their businesses, compared to 36.8 percent in Slovenia and only 24.2 percent in Austria.
Findings about the pre-founding state of employment are consistent with results of the motives for establishing a business. In all three countries, entrepreneurs create new ventures largely in recognition of a business opportunity (Table 2) . In Austria and Slovenia the wish to realize one's own business idea is the paramount reason for founding a new venture. Polish and Slovenian entrepreneurs are more likely than Austrians to start new businesses because they were unemployed or needed to ensure the survival of their family. 
Method
The causal relationships between constructs were analyzed through structural equation modelling using the Partial Least Squares (PLS) approach. PLS was chosen for several reasons. Normal distribution cannot be assumed for all items (such as education), and the PLS approach does not require distributional assumptions. Moreover, sample sizes for Austria and Poland are less than the required size of 200 for covariance-based structural equation modeling using the Maximum Likelihood approach. Estimation of the structures path model was done using the free software environment SmartPLS (Hansmann 2004 Chandler and Hanks (1998) , which focus on the individual's ability to recognize and to take advantage of a new business opportunity. The measurement of endogenous and exogenous variables used in the study is presented in Table 3 . 
Results and discussion
Measurement model
The measurement models perform adequately for all three countries (Table 4 ). All item loadings for reflective constructs are over the recommended parameter value of 0.7, except item IV1 for individualistic values in the model for Poland, which has a loading of 0.633. Thus, individual indicator reliability can be assumed (Krafft 2005: 73) . All loadings are significant to the 1% level running 500 bootstrap samples.
Construct reliability was tested using the composite reliability measure (CR). The indices for CR are between 0.802 and 0.913. All CR values lie over the recommended threshold of 0.7; and thus, construct reliability can be assumed.
Discriminant validity implies that measures from a given construct differ from measures of other constructs (Hulland 1999) . We used the average variance extracted (AVE) to examine discriminant validity. The values for AVE are between 0.573 and 0.778 and lie above the recommended threshold of 0.5 (Krafft 2005: 74) . According to Fornell (1981: 46) , the square-roots of AVE values should be greater than the values in the appropriate rows and columns of correlation matrix of latent variables to obtain discriminant validity. Tables 5 to  7 show the correlation matrix for latent constructs for each of the three country models. In the diagonal, the square root of the average variance extracted is printed in bold. The criteria of Fornell and Larcker are fulfilled. Further, cross loadings show that all items have the highest loadings on their respective construct and every construct loads highest with its own items. Thus discriminant validity can be assumed (Hulland 1999; Krafft 2005) . 1.000
1.000 education ED 1.000
1.000
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Structural model
The R 2 measures for the latent endogenous constructs are between 0.104 and 0.169 in the Austrian model, from 0.143 to 0.298 in the Slovenian, and from 0.189 to 0.261 in the Polish model (Table 4) . Significance of path models was tested running 500 bootstrap samples. In the Austrian model, six of ten path coefficients are significant, one only to a confidence level of 10%. In the Slovenian model, six of ten path coefficients are significant. In the Polish model, four out of ten path coefficients are significant, one at the 10% level.
The findings support three out of ten hypotheses (H6, H8, H10) for all three of the country models. One hypothesis (H7) can be accepted only for Poland and one (H5) only for Slovenia. Two hypotheses (H4, H9) can be accepted only for the Austrian and Slovenian models. Figures 2 to 4 show the results for model estimation of the country samples. JEEMS 02/2012 Surprisingly, the path coefficient from educational level to enterprise performance is significantly negative in the Austrian model, the opposite of what we had expected. This deviation may be due to the fact that well-educated entrepreneurs often start their businesses in the high-tech sector, which is characterised by a longer and more capital-intensive period of product development. Hence, return on those investments cannot be expected in the early months of the venture's existence. The negative relationship between educational level and enterprise outcomes may also result, to some extent, from characteristics of the labor market: wage-employment as a career option is very desirable among Austrian graduates and wage-based career opportunities are high. Moreover, this effect may be connected with the subjective measurement of organizational performance (that is, the extent to which the entrepreneur is satisfied with diverse organizational outcomes such as the development of sales or reputation among customers). Well-educated founders are more likely to expect a higher return on their entrepreneurial investment and may therefore be less content with the early organizational development. In the Slovenian and Polish models, this path is not significant, which leads to the rejection of H1 for all three countries. Education shows no significant correlation with entrepreneurial skills and entrepreneurs' satisfaction in all three models. Therefore, H2 and H3 must also be rejected. The results indicate that education in all three countries does not yet foster the ability to recognize and exploit new business opportunities.
The path coefficient from industry experience to enterprise performance shows a significantly positive influence as expected in the models for Austria and Slovenia, but it is not significant in the one for Poland. So, H4 can be accepted only for Austria and Slovenia. The results may indicate that founders in lessadvanced transition economies still face a less stable and more dynamic environment that impedes the application of market knowledge acquired from previous industry experience. The parameter estimate from industry experience to entrepreneurial skills is positive only in the Slovenian model. Therefore, H5 can be accepted only for Slovenia.
The impact of entrepreneurial skills on enterprise performance is positive for Austria, Slovenia and Poland, thus supporting H6 in all three countries. Finally, H10 can be accepted. The path coefficient from enterprise performance to entrepreneur's satisfaction is significantly positive in all three models.
Group comparisons
We employed a permutation test to examine the significance of groupdifferences in path coefficients among each pair of countries. The pathdifferences were tested running 1,000 permutation samples for each model comparison ({Dibbern, 2005 #6190} 147) . The results are presented in Table 8 . The p-value indicates the percentage of how many sampled path differences are greater or less than the observed path difference (one-sided test). 
Differences between mature and transition economies
Comparing the Austrian and Slovenian models, only one of seven hypothesized path-differences could be supported. The identified difference in path coefficient is enterprise performance to entrepreneur's satisfaction, which is significant at the 10% level. As expected, organizational performance has a stronger impact on the founder's satisfaction with being self-employed in transition economies, resulting largely from differences in the motivation for founding the business. Slovenian entrepreneurs identify unemployment and the necessity to ensure the survival of their families significantly more often than Austrians as a main reason for business creation. Other differences are not significant. This result confirms that the transition process of the Slovenian economy is already very advanced.
When comparing the Austrian and Polish models, two of the seven hypothesized path-differences could be confirmed. The relationship between enterprise performance and entrepreneur's satisfaction is stronger in Poland because of significantly more necessity-driven entrepreneurship (at the 10% level of significance). Unexpectedly, we found a difference in path coefficient between individualistic values and entrepreneur's satisfaction at the 5% level of significance. Austria's more individualistic entrepreneurs feel greater satisfaction with their career choice of self-employment than do entrepreneurs in Poland. Next, we identified a difference in path coefficient between individualistic values and entrepreneurial skills, significant at the 10% level. In Poland, individualistic values have a significantly stronger impact on entrepreneurial skills than in Austria. Considering that education and industry experience in Poland are not significant influence factors in an entrepreneurial context, a more embodied capital, such as individualistic values, appears to be essential in developing abilities to identify and exploit new market opportunities in less stable and less transparent institutional environments. Finally, we found a difference in the path coefficient from industry experience to entrepreneurial skills at the 10% level of significance. However, the expected positive relationship (H5) was not found for either country model; and thus hypothesis H5a must be rejected.
Differences between transition economies
We also consider heterogeneity among transition countries that are at different stages of economic development and democratization. In our study, Slovenia represents advanced transition economies and Poland embodies middleadvanced transition economies. We discovered three significant differences between the two countries. In Slovenia, significantly more individualistic entrepreneurs are satisfied that they are self-employed (at the 1% level of significance). Considering similar results of the comparison of the Austrian and Polish models, we may conclude that occupational satisfaction of Polish entrepreneurs may be strongly influenced by other factors, such as the extent to which their career choice is approved by their family and friends. It would indicate that Polish founders retain a more collective profile than do entrepreneurs in more advanced market economies (Brown 2002) . 7 As in the comparison of the Austrian and Polish models, we found that the individualistic values of Polish entrepreneurs have a significantly stronger effect on entrepreneurial skills than those of Slovenian entrepreneurs (at the 10% level of significance). It confirms the assumption that in resource-constrained and less stable institutional environments, individualistic values are more crucial for developing a capacity to take advantage of new business opportunities. Finally, in contrast to the Polish founders, the industry experience of Slovenian entrepreneurs does contribute to the development of entrepreneurial skills.
Conclusions and implications for future research
In this study, we investigated the factors contributing to the early performance of new ventures in transition and mature economies. We have adapted models from sociology to the field of entrepreneurship. Specifically, we applied the cultural-capital-based approach of Bourdieu who argues that the behaviour of individuals and their outcomes depend not only on education and job training as human-capital theoreticians believe, but also upon abilities, cultural values or routines developed early in a person's life.
We found that the cultural capital of the entrepreneur strongly determines the early performance of new ventures, irrespective of the country context. In particular, industry experience and entrepreneurial skills have a positive impact on enterprise performance. Further, entrepreneurial skills are influenced strongly by the individualistic values of the founder. Individualistic values also positively affect entrepreneurs' satisfaction of being self-employed. Thus, to enhance entrepreneurial behaviour, the development of individualistic values, such as creativity, autonomy, or striving for a challenging life needs to be instilled early in an individual's life, for example in schools and in the family.
Differences do exist between mature and transition economies. Specifically, we found significant country differences with respect to the relationship between enterprise performance and the founder's satisfaction with being self-employed. In transition economies, organizational outcomes have a stronger impact on entrepreneurs' satisfaction with their occupational choice. Also, important disparities were noted in the motivation structure of new venture creation. 7 It should be noted that collectivism is not viewed as the opposite to individualism, but as a further disposition of the individual. As individualism is associated with a free-market economy, collectivism is an attribute of a communist society and a centrally-planned economy.
Poland and Slovenia have significantly more necessity-driven entrepreneurs than does Austria, reflecting distinctive characteristics of the transition process, such as unemployment and the scarcity of resources in private households. Next, we found that the individualistic values of Polish entrepreneurs have a significantly stronger impact on entrepreneurial skills than those of Slovenian and Austrian founders. Also, we observed in the Polish sample a positive effect of individualistic values on enterprise performance. Our results indicate that in less advanced transition economies, where individuals have to cope with resource constraints and sometimes still unstable institutions, the individualistic profile of the entrepreneur remains a crucial factor influencing new venture performance, in contrast to education or industry experience. This supports Bourdieu's thesis that economic analyses of an individual's actions need to be extended to encompass cultural values as well. We also found differences between the transition economies: the more individualistic entrepreneurs of Slovenia express more satisfaction with self-employment than do their Polish counterparts, suggesting that the occupational satisfaction of entrepreneurs in less-developed economies may be strongly influenced by other factors, such as the extent to which career choices are accepted by parents, spouses and friends.
There are some limitations of the study that have to be considered. First, we did not include tacit knowledge gained as a child of entrepreneurial parents from the analysis. Self-employed parents usually provide their children with knowledge on how to organize and lead a firm. That kind of knowledge is to a certain degree shared at an unconscious level, but -according to cultural capital theory -it might constitute a valuable resource in cases where the child chooses to be self-employed in the future. We reached the conclusion, however, that including such a variable in models is primarily reasonable in economies with a long tradition of entrepreneurship. But post-communist countries with the relatively short history of entrepreneurship might not be a suitable environment to prove how such family-embeddedness affects new venture performance. Second, we did not include personality traits in the study. Though they might be underpinned under the category "incorporated cultural capital", in our research we focused upon enduring dispositions, which are more linked to the socioanthropological understanding of culture. In this cultural sense, attention is given to implicit and explicit patterns of meanings and practices distributed throughout the context in which an individual participates, and how these guide individuals' behavior (Markus/Hamedani 2007: 12) . This understanding of culture is close to the Bourdieurian philosophy and pertains to a larger extent to cultural values than to psychological traits. In addition to that, socioanthropological variables like cultural values still remain under-researched in the entrepreneurship context, in particular at the level of economic actor (Bruton et al. 2008 ).
Our findings support the assumption that entrepreneurial performance in the early phases of venture emergence is culture-driven. Several implications arise for future research. First, and most importantly, in order to deepen our knowledge of the role of culture in entrepreneurial performance, we need to avoid "the mistaken assumption that individualist and collectivist values each form coherent syndromes that are opposed to one another" (Schwartz 1990: 151) and that only individualism is positively associated with entrepreneurial behavior. Central and Eastern Europe, still in transition toward free-market economies, may remain influenced by the more collectivistic values that prevailed during communism, such as the role of extended family and community, strong reciprocal relationships based on mutual favors, and a preference for equality. Therefore, new venture success in less individualistic cultures may be influenced more strongly by collectivistic values. Second, if we take the more psychological understanding of culture, it is valuable to consider the psychological traits in the cultural capital models, because they are both inherited and learned (Hofstede 1991) . Third, due to the heterogeneity among post-communist countries, studies in other transition countries at different stages of economic and political development are needed. Finally, understanding the role of cultural values in entrepreneurial processes may require extending quantitative research designs to include more inductive, qualitative approaches (Dana/Dana 2005) .
